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Wihon 
RUBBER COVERED 
FOOTBALLS 


Tops for feel and sure ball han- 
dling. Absolutely waterproof and 
virtually scuff and puncture proof! 
Models for all levels of play. 


Wihon . 
RUBBER COVERED VOLLEY BALLS @ 


\ Finest volley balls on the market today! 18-panel 
rubber cover for perfect feel and endurance. Totally % 
| waterproof. g ; 


Wifron 
RUBBER COVERED PLAYGROUMD BALLS | 


New stippled cover gives easier surer 
gripping. Available in a complete range | 
a of sizes. Colors: Red, blue, orange, green. ) 



















Wilson QUALITY RUBBER COVERED BALLS 
THRIVE ON PUNISHMENT! 


Performance — Playability— Economy! 


You get more play per dollar when you buy Wilson Quality 
Rubber Covered Athletic Balls. Built for better play as well as 
greater durability, they thrive on punishment, come back for 
more year after year. All are official weight and shape. Best of all 
there's a Wilson ball to fit your budget in every field of play! 
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Wilson RUBBER 
COVERED SOCCER BALLS 


Really built to take it. Official size and 
weight. Used in many colleges and 
soccer leagues. Outlasts any other ball 
on the market. 


Wilron RUBBER 
COVERED SOFTBALLS 


Outstanding softballs in three sizes. 
Made with Private Estate Kapok, 
balance wound for shape retention. 
Waterproof, scuff resistant! 


SOFTBALL ; 
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Wihhon 
RUBBER COVERED 
BASKETBALLS g 


Top performance plus long 
life and adaptability to any 
playing surface. Scuff resist- g 





ant. Every ball precision bal- PLAN AHEAD, ORDER EARLY 

anced, * 
win wk Dilron i 
i Wilson Sporting Goods Co., Chicago, Ill. L 


Send for FREE illustrated pamphlet showing complete 
line of Wilson rubber covered athletic balls. 
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sizes, 
ton NO CHARGE FOR LETTERING* 
when you order direct from the factory! 
Identical to quality of other shirts selling at $6.95 
s 


Kk] kl 


} breaking wear, wrinkle resistance and easy 


washability. i 
Choice of smart colors: Send no money! See it before you buy! 
Lodies’ blouses in crecm er light biue only” ene alse MAI. THIS COUPON NOW! 
Beautiful ‘‘Velvatex’”’ flocked lettering in choice [™ "~~ S<?..~S—CSC<CS«7;«7;73;3 PTFt™t*é~CSC*t 
of colors. | | OK, Vic! Send me a TOP SCORE Bowling Shirt 
| Vic Lerner, Industrial (and color swatches) on approval. 
*Sponsor’s name, trademark, or other device (on back only) on orders of 40 | Team Sales Mgr. | Color preference 
or more at no extra cost. Other lettering available at small charge. | KING LOUIE Bowling | 
Shirts Div. Name 
| Holiday Sportswear, Inc. | _ 
de by the mak of famous _ | 311 West sth Street 1 F"™ 
; H ma Y e at | Kansas City, Missouri | Address _ die aeee tia 
i ing Louie bow ing shirts _ ; al ! City State 








SPORTSWEAR 





NOW! Real top quality bowling shirt for °45°° 


_ TOP 


and $7.95. 
Top-league style and tailoring. Bi-Swing back 
(half sleeves only). 


New “Miracle 88’ fabric teams up _record- BOWLING SHIRTS AND BLOUSES 
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Armco Trap-Shoot Tourney 


Industry's sharpest shooters will 
herald the arrival of another Fall hunt- 
when the ninth annual 
Industrial Invitational Trap 
Shoot gets under way, Sept. 7, at the 
Middletown Sportsmen’s Club, Middle- 
town, Ohio. 

Sponsored by the Armco Steel Cor- 
poration Gun Club, the meet is open 
to any industrial company with each 


firm permitted to enter as many teams 


ing season 


Armco 


as it desires so long as the members 
are bonafide employees. 

A five-man team event, each man 
will shoot at 50 birds, the first 25 
from the 16 yard line, and the second 
25 from a distance set by an estab- 
lished handicap scale. 

Last year, Delco Products #1 team 
from Dayton, Ohio, outshot a field of 
70 entries to win their second cham- 
pionship in three years. The Delco 
squad hit 235 out of a possible 250 
birds, one better than runner-up Armco 
Steel’s team #1. 

Companies not yet entered must 
hustle to meet the Sept. 1 entry dead- 
line. No entry form is needed, just 
send the name and address of your 
company; the full names of the five 
team members, the captain and alter- 
nates; and a $10 entry fee made pay- 
able to the Armco Association Activi- 
Clarence Abell, Director of 
Activities, Armco Steel Corporation, 
Middletown, Ohio. 


ties; to 


Ford Record Breaker 


Who said recreation isn’t big busi- 
No one at the Ford Motor 
Company, that’s certain. 

In 1957, 1,954,993, or just short of 
two million, participants were counted 
at athletic, social and special activities 
of the Ford Recreation Program. 

This figure smashed the previous 
high mark for the Ford program by 
some 133,000. The new record consists 
of 923,073 participants at the big 
Rouge plant in Dearborn, Mich., and 
1,031,920 at other company locations 
throughout the nation. 

During the year, more than 1,000 
trophies were awarded to men and 
women at the Rouge plant alone. 

The Ford program offers nearly 60 
separate activities to its employees and 


ness ? 
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their families. A round-up of this pro- 
eram includes the following: 
SOFTBALL: more than 550 
ployee which 29 
winners clashed in the annual 
Champion of Champions tournament. 
BOWLING: more than 18,000 men and 
women in company sponsored leagues. 


em- 
teams of league 


Ford 


CHRISTMAS PARTIES: more than 
61,000 employees and children at- 
tended. GOLF: 200 company spon- 


sored leagues. PICNICS: 178,000 em- 
ployees and family members. 


Hunters’ Best Bet: Bunnies 


Although man no longer must stalk 
the wilds for food, he still takes pride 
in his rugged role as the mighty 
hunter. That being the case, Reming- 
ton Arms has come up with a sur- 
prising parcel of information. 

Apparently today’s mighty hunter 
can't stand too much cold or damp- 
ness, for ducks and geese combined 
ranked only fourth in the percentage 
of shotgun shells fired at game. 

What game was first? Rabbits, by 
far. The bunnies furnished the target 


for nearly 30 per cent of all shotgun 

shells fired. 
Their small the 

squirrels, were second with 11 per 


game — cousins, 


cent. Quail were a close third, and 


skeet and trap shooting consumed 12 


per cent. 


Missouri Conference 


Missouri’s Second Governor’s Con. © 











° t 
ference on Recreation, sponsored by 


the Missouri Recreation 
has been called by Gov. James T, 


Association, | 


Blair, Jr. to be held in Jefferson City, | 


November 20-21. 


Co-chairmen of the Program Plan- 


ing Committee have announced that , 


the principal speakers will be Charles 
Brightbill, professor of recreation, Uni- 
versity of Illinois, and J. Earl Schlupp. 
director of recreation, Denver, Colo. 


Fatigue Prescription 


Writing for the American Medical | 


epee eee on 


e ° fa bl . | 
Association Journal. Dr. Theodore G. | 


Klumpp stated that physical activity 
may help more than rest to overcome 
fatigue, even among aging people. 
After a mentally tiring day at work. 
exercise that is fun and not a drudg- 


ery will work wonders against fatigue. 























































































group of its kind. 





TROPICAL fish exhibit by Lockheed’s Aquarium Club was a crowd stopper at the 7 
company’s open house. The club, one of the 32 hobby and craft organization 
sponsored by the Lockheed Employees Recreation Club, is the largest participating 
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Youth Baseball-1958 


Early this Spring, leaders of the 
many youth baseball leagues all 
predicted large increases in the 
number of boys that would partici- 
pate during 1958. 

Nobody doubted them, and ac- 
cording to figures just released by 
the Athletic Institute, their  esti- 
mates were conservative. 
the youth leagues 
to determine the extent of their 
growth this summer, the Institute 
calculated a total of 2.4 million 
boys. This is a good lead over the 
Spring prediction of 2.2 million. 


Contacting 


The most notable comparisons 
came in Little League with 1.3 
million participants against an ex- 
pected 700,000. Pony Leagues in- 
cluding the “Grads” program. 
total some 63.000 in contrast to 
the predicted 54,000. 

Compared against a similar sur- 
vey taken by the Institute in 1957, 
youth baseball has increased more 
than 30 per cent in one year. The 
1957 figure totaled 1.7 million. 

What does it tell us about the 
future? It would appear that it 
could only be favorable. One or- 
ganization predicts another 30 per 
cent expansion for 1959, some es- 
timate a 10 to 15 per cent increase. 

However, of the 17 million boys 
presently eligible to participate in 
youth baseball, only 15 per cent 
have done so thus far. In view of 
this, it is not inconceivable to pre- 
dict heavy increases over the next 
ten years. 

The Athletic Institute estimates 
that by 1968, five million boys will 
be playing in organized youth base- 
ball leagues. 


Add Tennis Courts, Rink 


The Columbus, Ohio Division of 
North American Aviation has an- 
nounced completion of two new 
tennis courts as the latest addition 
to the play-time facilities at NAA 
Recreation Park. 

The courts were ready for play 
during the last week in July, but 
plans are still afoot to install light- 
ing for evening play. 

However, North American is 
not missing any opportunities. In 
the winter, mesh refrigeration 
coils will be laid on the surface. 
and the courts will be converted 
to an ice skating rink. 


Gun Club Incentive Plan 


Adding to its full schedule of trap and 
skeet events, Union Carbide Chemicals 
Co. in Texas City, Tex., a division of 
Union Carbide Corp., has given its Gun 
Club members a new incentive prize to 
shoot at. 

At the end of the Fall season, a cash 
prize will be offered to the Carbider who 
participates in all scheduled shoots and 
breaks the highest total of traps and 
skeet by the season’s end. 

If a member is unable to fire in a 
scheduled shoot, he will be permitted to 
make up the miss, either in advance or 














BENNETT TOURS, INC. 
Attention Mr. Helge W. Leeuwenburgh 


290 Madison Avenue, New York 17, N. Y. 


Please check 


L] Send copy of ‘Guide to Employee and Club Travel” 


C] Please have a representative call 


Firm Name 





retroactively. 
However, at least two rounds must be 
fired per scheduled shoot. 


Keeping up with the Gun Club, the 
Carbide Tennis Club is also busy trying 
out new wrinkles in their program. En- 
thused the their 
event, the tennis players scheduled a 
second “Family Type” outing. 


over success of last 


Along with a full slate of net activi- 
ties, the day included lunchtime refresh- 
ments. Anyone interested in tennis has 
invited to but the 
club sends a special invitation to mem- 
bers of Carbide families. 


been these events, 


Even Atlas would be 
tempted to take time 


off if he knew about 


BENNETT’S 


PERSONNEL 


VACATION 


PLAN... 


1. All-inclusive 2-week tours of 
Europe for as little as $495. 


2. A promotional package to 
help you organize a travel group. 


e Arranging a travel group is a compli- 
cated activity. Let specialists with more 
than a century of experience take the load 
off your shoulders. Bennett Tours, with 
offices throughout Europe, will do most of 
the work — provide you with facts, figures 
and pleasure-packed itineraries. Our pro- 
motional material will help plan, organize, 
publicize. Write now for complete details. 
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BENNETT TOURS 


NEW YORK @ CHICAGO 


@® LOS ANGELES 





NOW IN OUR SECOND CENTURY 
OF PRESTIGE SERVICE 
@ SAN 


FRANCISCO @ CLEVELAND 
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first-hand experience that: 


A program which started out about 20 years ago with the thought in mind 
of giving our employees some recreation and bringing to our company alert 
and competitive young men has done just that. In addition, it has created 
wide-spread community interest in our company teams who compete in 
local leagues. This type of competition has primarily concerned our soft- 
ball team, and to a lesser degree, our basketball team. 

About 12 years ago, we constructed our own lighted softball field, which 
is considered one of the best of its type in the country. It was constructed 
with bleachers to accomodate 1,300 people, locker rooms for our own and 
visiting teams, concession stands and sanitary facilities. 

A policy was established that no admission fee would be charged so that 
our own families would have the opportunity of witnessing good, clean 
sports without any expense. This has spread not only to our own families, 
but to the community in general, and there are many times now when our 
stands are not sufficient to handle the crowds that follow our team. The 
interest and enthusiasm has been unbelievable. 

Through the years, our program has developed many outstanding young 
people who are now handling responsible jobs in both our sales and manu- 
facturing departments. We find that they generally turn out to be keen 
minded, competitive and extremely loyal to the company and the principles 
on which our recreational program has been established. 


CHARLES D. HURD, President 


With an office full of impressive trophies, Charles 
D. Hurd, Vice President of Stephens-Adamson 
Manufacturing Co. in Aurora, Illinois, knows from 





Industrial Recreation Programs | 
Attract and Develop Alert, 


Competitive, Loyal Employees 





ARTISTE LO AE 


TOP MANAGEMENT SPEAKS 


Stephens-Adamson Mfg. Co. 


The Stephens-Adamson Sealmasters, al- 
ways among the contending teams for 
the National Softball Championship and 
a big league attraction in Aurora, have 
provided exactly what Charles D. Hurd 
intended—to give employees and their 
families top flight entertainment in clean, 
healthy surroundings. 
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SEPTEMBER COVER—Mr. and Mrs. 
Frank Hauptman, members of Allis- 
Chalmers Retired Employees Recrea- 
tion Club, show the form that brought 
them first prize in the dancing contest 
at the A-C retiree picnic. Through rec- 
reation, many companies are helping 
to solve the complicated and perplex- 
ing problems of retirement. For more 
pictures and information on this in- 
spiring story see page 10. 


@ IN OCTOBER “RM” 


ROLLER SKATING AND INDUSTRY 
R/M takes a look at the many possi- 
bilities of roller skating in the industrial 
recreation program. 


LET’S TALK TRAVEL 

Installment two of the three-part travel 
manual tells how to make that all- 
important second meeting a success. 


PLAN FOR CHRISTMAS 


The Christmas Party is often the big- 
gest event on the activities calendar. 
R/M offers suggestions on making it 
better. 


THE MOTOR BOAT CRAZE 


Millions of Americans are taking to the 
water. Here’s how many companies 
are running their motor boat clubs. 
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REYTNLRA NEWS 


NIRA Group Accident Insurance 





As an additional service to it’s mem- 
bers, NIRA has established a group 
accident insurance program providing 
around the clock coverage for recrea- 
tion directors, their staffs and the ofh- 
cers and employees of recreational as- 
sociations. 

At a savings in premium amounting 
to as much as 50 per cent or more 
when compared to costs of individual 
coverage, NIRA’s insurance program 
offers a selection of any one of six 
different plans. 

These range from $10,000 to $200,- 
000 coverage for accidental death, dis- 
memberment, and loss of eyesight. The 
annual cost is only $1 for each $1,000 
of accident insurance. 

Members purchasing a minimum 
$10,000 policy may also enroll for the 
following optional coverages: 

1. DISABILITY BENEFIT: Mem- 
bers can purchase weekly accident in- 
demnity which will pay $50 per week, 
lifetime if necessary, if they are totally 
disabled by an accident and cannot 
perform any work. 

2. MEDICAL BENEFIT: Medical 
expenses for accidents are also avail- 
able to NIRA members at a cost of $12 
per $1,000 coverage. This pays for the 
expense of physicians, surgeons, hospi- 
tal charges and other medical costs 
incurred as the result of an accident. 

Employees paid on an_ hourly 

basis are not covered for disa- 

bility or medical benefits under 
this policy for accidents for which 
benefits are payable under any 

Workman’s Compensation act. 


No medical examination is required 
and the insurance becomes effective on 
the date the application and check for 
the total annual premium is received. 

The only exclusions in the policy are 
suicide, war or act of war, infections 
except caused 
wholly by injury, and operating as a 
pilot or crew member of an aircraft. 

The NIRA group accident insurance 
program is administered by David 
Richman of Associated Agencies, Inc., 
175 W. Jackson Blvd., Chicago, IlIli- 
nois. Additional information and ap- 
plications may be obtained either from 
Mr. Richman or NIRA headquarters, 
203 N. Wabash, Chicago. The policy is 


issued by the American Casualty Co. 


pyogenic — infections 





RECREATION MANAGEMENT, SEPTEMBER 




































































SEA BISCUIT AND MOTHER 


Sea Biscuit Rides Again 


G. M. (Speedy) Cockerell, foreman 
of the Convair Recreation Association’s 
ranch area in Fort Worth, just can’t 
believe it. 

About Speedy 
bought a pinto mare in an auction 
down in Llano, Texas. Immediately. 
he recognized the mare as being from 
a ranch that fine thorough- 
breds. 

To make the buy look even better, 
the mare was in foal. She would 
probably produce a fine colt. 

That sold Speedy, and he hauled the 
pinto 200 miles back to Fort Worth. 
Then he waited. 


four months ago, 


raises 


He waited until May 20, the big | 


day of the NIRA Conference Western 
parade, rodeo and frontier party. 
Speedy was a little short on horses that 
day so he saddled up the pinto mare 
for Don Neer, NIRA executive secre- 
tary, to ride in the parade. Speedy 
knew she would be all right. 

But the mare wanted to gallop, not 
walk. Pony Express runs and Paul 
Revere’s ride were nothing compared 
to the Don Neer ride on that memor- 
able day. 

The parade hysterical 
Speedy ran to his panting mare. Wor- 
ried over what the exertion may have 
done, he took careful pains to groom 
her down, cool her off, water and feed 
her. 


over, a 





Then he returned to his vigil, dream. 
ing of the day when the pinto mare 
would foal him a thoroughbred colt. 

On June 12, he had to wait no 
longer. That night, the stable boy 


rushed to the square dance session to § 


announce to Speedy and the dancers 
that the fine new colt had arrived. 

Speedy ran to the stall to attend this 
great event. It was the BIGGEST 
MULE they ever saw. 

The mule was immediately named 
Sea Biscuit after wild 
ride on that day back in May. 

Who knows, if NIRA has another 
conference in Fort Worth, Don Neer 
may have the pleasure of riding Sea 
Biscuit, the son (?) of that great 
pinto mare that he rode on that un- 
forgettable day, May 20, 1958. 


his mother’s 


NIRA News Notes 


Participation in the 1958 recreation 
program at the Kaiser Steel Corp., Fon- 
tana, Calif., plant is running 70 per 
cent ahead of last year . . 
Electric employees in Pittsfield, Mass.. 
consumed 10,250 cups of Coca-Cola on 
a “free coke day” celebrating the in- 
troduction of the new large size cup... 


NEW ALL-AMERICAN 


PICNIC GRILL 





It’s tops in grills! Positive six-way draft 
control provides faster, easier fire kin- 
dling, saves fuel, guarantees tenderer, 
juicier charcoaled steaks, chops and bar- 
becues. American’s many plus-features 
assure perfect lifetime performance. 


Shipped fully assembled. 






PORTABLE 
Weight 205 Ibs. 
COM PLETE 


$4985 


PENDING 


STATIONARY 
Weight 180 Ibs. 
COM PLETE 


$4370 


Order Your All-American Grill TODAY ! 


AMERICAN 
PLAYGROUND DEVICE CO. 
ANDERSON, INDIANA 
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eam: A SWANK SETTING 
mare Fish-A-Rama activities will center at 
colt, the beautifully modern Paris Landing 
t no State Park Inn (upper right). Opened 
boy Fin 1954, the Inn has become the most 
on to d popular of all Tennessee State Park ho- 
ncers | tels, and its reputation as an outstand- 
ed, ing site for conventions is spreading 
I this rapidly. 
EST : All guest rooms, as well as public 
' rooms, lobby, dining and _ reception 
amed | rooms are air conditioned, and a new 
wild |} wing, presently under construction, 
will increase facilities to 60 rooms. 
other | In an established resort area, ample 
Neer | hotel and tourist court facilities are 
r Sea available in the vicinity of the Park 
great | and in the neighboring town of Paris. 
t oun. | Contestants will be treated to the 
specialty of the house, a lavish smor- 
| gasbord, during the awards banquet 
held in the Inn’s dining room (lower 3 — 
right). SK: a sas 
ation § 
, Fon. | 
"SEE YOU AT THE FISH-A-RAMA 
eneral - = l 
Mass.. | 
ila " In a few weeks, industry’s best an- 
he in- glers will be assembling on the shores 
Up see | HOW TO FIND PARIS LANDING STATE PARK of Kentucky Lake at Paris Landing 
State Park, Tennessee, to test their 
Located half-way between Mem- ville & Nashville and Nashville, skill in the first competition of its kind: 
ANE phis and Nashville in the heart of Chattanooga & St. Louis railroads NIRA’s Fish-A-Rama. 
: the Tennessee Valley lake region, servicing Paris, 18 miles southwest On September 27, after eight hours 
L i Paris Landing State Park is easily of the Park. Greyhound lines and on the lake, the entrants, each one the 
accessible by a system of highways Western Kentucky Stages offer cross- fishing champion of his company, will 
radiating in all directions. country bus service, and an im- weigh in their catches. The nimrod 
Iraft | Other means of transportation are proved airport provides modern air with the most inches of legal fish will 
kin- equally convenient with the Louis- — service. be named the Grand National Fishing 
nt Champion of Industry for 1958. 
ee As an added feature, a bait and fly 
— fF | casting demonstration will be given by 
Ben Hardesty, seven time National 
: KENTUCKY a Bait and Fly Casting Champion. Hard- 
TENNESSEE esty will appear through the courtesy 
of Shakespeare Co. 
i petty tts aa Later at the awards banquet, NIRA 
‘ Chicago 457 ok will also announce the national fishing 
a St. Louis 295 mi. champions in two other divisions. 
; The Employees’ Children Cham- 
BLE , PARIS LANDING cj pions—boy and girl —will be named 
Ibs. STATE PARK {. on the basis of size and species of fish 
che vali, U route 19 to: caught in their parents’ contests. The 
Bo Louisville 387 mi. type of rod, reel, line and lure used 
_ New York 1050 mi. will be considered by the judges in 
oes f selecting the winner. 
pretehh Pat Then, national champions will be 
, 6 gg de at yA named for each of seven different spe- 
481 mi. J cies of fish. These will be selected from 
X official entry blanks submitted by ree- 
| reation directors which list the size and 
' species of fish caught by an employee 
PARIS of a NIRA member company in its 
% N company contest. 
€— ROUTE 69 to: “= _— 8 
Birmingham 324 mi. S 
Atlante 367 mi. ei 

















































Industry is taking long steps to 


SOLVE THE RETIREMENT PROBLEM 


Retiree Clubs are filling the void and 


showing old-timers the way to hope, happiness 


and companionship during the sunset years 


Retirement is supposed to be the ful- 
fillment of a lifetime of labor. It 
should be a well-deserved, permanent 
vacation in which the joys of living 
are finally given top priority over work 
and worry. 

Instead, retirement seems to create 
the very problems it was meant to end. 
It can bring sobering anxiety and, in 
some cases, outright fear to those on 
the threshhold of the sunset years. 

This is no secret to management ofh- 
cials who have worked with older em- 
ployees, discussed their problems and 
tried to find the right solution. 

Attention has been centered on the 
retiree’s financial resources and _re- 
quirements, but, ironically, when the 
tools have been put away for the last 
day and final good-byes have been 


spoken, time becomes the over-power- 
ing monster. 

Loafing can be a dream come true 
for a week or a month, but day after 
day, week after week, what then? 

The answer to this question could 
very possibly be the key to solving the 
retirement problem, and several com- 
panies across the nation seem to be 
doing just that. 

In Texas City, Texas, officials of 
the Union Carbide Chemical Co, a 
division of Union Carbide Corporation, 
recently detected a hesitant and even 
unwilling attitude of their employees 
toward retirement. 

Running a spot check of its em- 
ployees 55 years and older, Carbide 
found that many had no outside inter- 
social contacts or hobbies 


ests, and 


HOBBY SHOW is a featured event on the Allis-Chalmers retiree club’s activity 
calendar. The exhibit below includes more than 200 clocks, some dating back to 


1800, but all in running condition. 





confirmed the observation that they 
were truly reluctant about retiring, 

On the positive side, Carbide dis. 
covered a genuine desire of its senior 
employees to band together with peo- 
ple their own ages. 

Based on their findings, Carbide’s 
plant superintendent and recreation di- 
rector jotted down a list of recommen: 
dations and called a meeting of its 68 | 
male employees over 55 and the five 
retired employees living in the area. 
Immediately, the group named a slate 
of temporary officers, started drafting 
a charter and adopted the name, Car- 
bide Pioneers. i 

Now, more than a year later, the | 
Carbide Pioneers are a spirited and 
happy group, inspired with a purpose 
in life that will carry them through | 
their remaining years. : 

Already the Pioneers have lived up | 
to an ambitious charter which includes | 
the following aims: : 

1. Train and educate members at 

an early date for retirement. i 

2. Offer companionship, interest 

and entertainment to retirees. 

i 


ane 


Keats 





— 


3. Take an interest and _partici- 
pate in activities that will be bene- 
ficial to the company and _ the 
community. 
4. Become an asset to the com- 
pany and community. 
5. Establish and maintain off-the- 
job personal and social contacts. 
The Carbide Pioneers have demon- 
strated the effectiveness of a_ retiree 
club in a smaller plant where contact 
between all members can be personal 
and intimate. But will it work with the 
industrial giants whose employees are 
scattered in all directions over large | 
metropolitan areas and have never | 
seemed to show any inclination to in- 
termingle socially in large groups? 
Allis-Chalmers with 16,000 employees [ 
in its West Allis, Wisconsin plant, just 
outside of Milwaukee, can answer with | 
a firm and resounding, “yes.” ' 
With more than 800 active members 





Pe a ass 


and meetings scheduled twice weekly, — 


the Allis-Chalmers Retired Employees © 
Recreation Club is without a doubt one f 
of the largest and most active in the 

country. 





—_——  -— ar 











they 
ing, 
e dis. 
senior 
h peo: 


-bide’s 
on di- 
nmen:- 





& 
; 
f 
e 
i; 





its 68 | 


ie five 
area, 


1 slate | 


afting 
; Gar 


r, the 


d and 
urpose 
rough 


ed up 


cludes | 


s al 
rest 


tici- 
ene- 
the 


‘om- 


-the- 

acts. 

lemon- 
retiree 
contact 
ersonal 
‘ith the 
Pes are 


r large 


never | 


to in 
ps? 
ployees 


nt, just 


PIRI Aerie 2 


Re aad 


— 


er with | 


embers 
weekly, 
ployees 
ubt one 

in the 





Their widely varied program centers 
on a Tuesday meeting held at 2 p.m. 
Club business is transacted during the 
first hour, followed by refreshments 
and a speaker or travelogue movie. 
The Thursday meeting is strictly social 
featuring card playing, refreshments 
and conversation. 

Attendance at these meetings aver- 
ages well over 200, but almost the 
entire membership turns out for the 
club’s three big special events. 

These included a trip to County Sta- 
dium for a Braves’ baseball game, the 
summer picnic and the annual Christ- 
mas party. This year, however, the 
baseball game is out. The following 
resolution, passed at a Spring meeting 
illustrates the unselfish company loy- 
alty a retiree club can instill in its 
members: “Be it resolved that in view 
of the present economic conditions, our 
membership ... (feels) that we could 
forego the pleasure of seeing a ball- 
game at the expense of the company 
this year.” 

This resolution was completely spon- 
taneous within the retiree club. For 
that matter, so is this statement, ex- 
tracted from the club’s 1957 annual 
report, “Today, we enjoy the greatest 
pride of our lives in being members 
of the Allis-Chalmers family.” 

But, for Allis-Chalmers, the company 
has, at small cost, secured the services 
of many hundreds of good will ambas- 
sadors. Their employees are extremely 
proud to work for a company that 
sponsors such a program and enthu- 
siastically tell all their friends what 
Allis‘Chalmers has done for them. 

Many other companies, among them 
Dow Chemical, Armstrong Cork, Olin 
Mathieson, Anaconda and Champion 
Paper and Fibre have developed out- 
standing retirement programs, each 
slightly different in scope and opera- 
tion, but singular in purpose: to help 
employees, some of whom have given 
upwards of 50 years’ service, find hap- 
piness and security in retirement. 

These companies have found that re- 
tiree clubs pay unintended dividends. 
Not only do they ease the retirement 
problems, but they build up loyalty and 
respect from employees of all ages 
and earn the highest regard of the 
community. 


COSTUME CONTEST brought members 
out in old fashioned garb at a special 
meeting of the Carbide Pioneers at the 
Union Carbide Chemicals Co. 
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ANNUAL PICNIC for Allis-Chalmers old-timers brought out more than 700 mem- 
bers. As a group, A-C retirees represent about 15,000 years of company service. 
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RIFLE SHOOTING is highly popular among the retiree club members at Dow 
Chemical Co., Midland, Mich. Other activities include golf, pool and cards. 

























ANNIVERSARY of their club’s inception, is celebrated by Allis-Chalmers retirees 
as William Yost, Jr., A-C vice-president of staff operations, cuts the cake. 
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Sports’ Booming Recession 


“Recession.” “‘saucering-out.” “eco- 
nomic readjustment,” are just a few of 
the words coined or re-discovered by 
Washington’s most astute economic 
minds in their attempts to describe the 
nation’s business activity during 1958. 

But when the sporting goods manu- 
facturing industry comes under the ex- 
pert’s diagnosis, they would be well 
advised to use a simple, unfashionable 
word, “boom.” and let it go at that. 

Strange as it may seem in a non- 
essential industry, 1958 has been just 
that. Sports equipment producers have 
rarely had it so good. 

Queried by the Wall Street Journal, 
the MacGregor Co., A. G. Spalding & 
Co., and Wilson Sporting Goods Co. 
have all admitted 1958 sales equal 
to or better than last year. 

American Machine & Foundry says 
sales of bowling consumer items are 
way up this year, almost 40 per cent 
over a year Brunswick-Balke- 
Collender Co. showed a 1958 first 
quarter profit up 19 per cent over the 


ago. 


same period last year. 

It’s almost reminiscent of the good 
old days of the great depression. P. H. 
Goldsmith, chairman of MacGregor. 
told the Journal, “We worked over- 
time in 1930.” 

This paradoxical quirk of the 
economy seems to hold true, however, 
only in the early stages of an economic 
downturn. It is during this period that 
the unemployed regard their misfor- 
tune as only temporary, and, although 
they hesitate to make any major pur- 
chases, they still have money and are 
willing to spend it to help fill the empty 
hours. 

Continuing to paint black clouds on 
the rosy landscape, the sporting goods 
industry notes that sales usually suffer 
in boom times. Men come home tired at 
night, and, if they are working long 
hours, feel they should spend _ their 
spare time with the family. 

However, the Journal points out 
several reasons why the post-slump 
hangover should not bother the sports 
manufacturers this time. 

The from 
the tremendous surge in the youth mar- 


most reassurance comes 


ket. Today, there are five million more 
teenagers than five years ago, and five 


12 
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years from now there will be four mil- 
lion more. 

But despite the expanding youth 
population, major sports expenditures 
in recent years continue to be made 
in activities which can be pursued for 
a lifetime. 

These sports, according to the Ath- 
letic Institute, are boating, fishing, 
bowling and hunting in that order. 
Manufacturers in these fields have 
shown steady yearly increases in sales 
volume. 

A rediscovery of the outdoors should 
also bolster the industry’s economic 
position. The chairman of an Eastern 
chain of retail stores says his sales are 
up 9 per cent, with camping equipment 
making a big contribution. 


Ready-Made Recreation 


Hollywood’s King Midas’ latest ven- 
ture is a golden opportunity for in- 
dustrial recreation in Southern Cali- 
fornia. 

With a seemingly unfailing touch 
to come up with what the public likes. 
Walt Disney has developed a nine-acre. 
extra de luxe picnic grove adjacent to 
his world famous Disneyland. 

Christened Holidayland (see photo 





DISNEYLAND’S HOLIDAYLAND, A VACATIONLAND FOR INDUSTRY 


below), it is a unique concept in in- 
dustrial recreation. Facilities consist of 
a complete catering service, restaurant, 
children’s play area, softball diamond, 
outdoor stage, restrooms, first aid, F 
covered pavillion and the largest candy. § 
striped tent in the world, accomodat. 
ing 4,000 people. 

Employees of many NIRA companies 
have been among the 70,000 people 
attending Holidayland in its first six 
months of operation. f 


Rec Director Openings 


Openings for recreation directors, 
for positions paying from $5,440 to | 
$8,990 a year, have been announced 
by the U. S. Civil Service Commission. 


Most of the open positions are for 
duty with the Department of the Air 





Force and are located throughout the 
United States and foreign countries. | 


To qualify, applicants must have had 
responsible experience in directing rec- 
reation or similar programs. College 
study with majors in subjects of recrea- 
tion philosophy and recreation admin- 
istration may be substituted for part of 


the required experience. Full details on | 
requirements are given in Announce- 


ment No. 155B. 


Announcements — and 


forms may be obtained from most post 
offices. or from the U. S. Civil Service 
Commission, Washington 25, D. C. 
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GO BIG LEAGUE... 
GO MACGREGOR 


When you use MacGregor athletic equipment you're going Big League all the 
way. MacGregor has been “The Choice Of Those Who Play The Game” since 1875. 


TENNIS 


Custom-fashioned MacGregor Tennis 
Rackets provide the performance and long 
life that you expect of the champion 
in sports equipment. Eleven distinctive 
models. USLTA-approved tennis balls. 









There’s a MacGregor ball to fill your 
needs—13 baseballs and 15 softballs to 
choose from. MacGregor has the ball 
in the range to fit your program. 


BASEBALL SHOES 


In all baseball or softball there's no finer 
shoe than MacGregor . . . for comfort, 
long life and smart appearance. See your 
dealer’s entire MacGregor line to select 
the right shoes for your teams. 


Backed by more tournament 
wins — national, regional and 
local, MacGregor is the 
world’s most wanted golf 
equipment . . . truly “The 
Greatest Name In Golf.’ For 
woods, irons, balls or bags 
select MacGregor. 


PLYLON RUBBER COVERED 


INFLATED BALLS 
Rugged MacGregor rubber cov- 
ered basketballs, volleyballs, and 
soccer balls, are “big league” in 
every way. Easier to maintain 
and longer lasting. 


See the complete MacGregor line at your Mac- 
Gregor dealer’s or write for illustrated catalogs. 


UNIFORMS 


See your MacGregor 
dealer for complete range 
of carried-in-stock or 
tailored-to-order softball 
and baseball uniforms. 


MacGregor is “Tailor to BASEBALL @ FOOTBALL @ BASKETBALL @ GOLF @ TENNIS 
the Major Leagues.” VOLLEYBALL @ SOCCER @ TRACK @ BADMINTON 





THE MACGREGOR CO., 4861 Spring Grove Ave., Cincinnati 32, Ohio 
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> iw say travel clubs are nothing 
new? In a way, you're right. Em- 
ployees have banded together to travel 
in groups to domestic and foreign 
points of interest for quite some time. 

But only in the last five years has 
this activity gained favor as a bona 
fide part of employee recreation. 

Only very recently have company 
than two 
swarmed 


world in 


employees. numbering more 
hundred fifty thousand a year, 
to vacationland areas of the 
a rush to faraway places. 
This unstoppable urge of Americans 
to travel, even in a year of economic 
recession and foreign uncertainty, has 
captured the editorial attention of such 
noteworthy national pulse-feelers as the 


Wall Street Journal, Week 


Business 


and many others. 
Together with the travel industry 
and recreation leaders they have found 


GSR ei, 
sas 


mar set in f 


“LET'S TALK TRAVEL” 


Recreation takes to the road as the travel trend 


booms. Here, in the first of three articles, R/M 


presents a complete travel guide for industry 


the “Let’s Talk Travel” push is the 
result of several factors working in 
combination. 

First, more than 80 million people 
take one to three week vacations every 
year. They want to fill this time with 
new experiences and adventure. 

With improved transportation now 
bringing the most remote domestic and 
foreign tourist meccas within the vaca- 
tion time and pocketbook of the aver- 
age employee, travel has become the 
surest way to find the experience of a 
life-time. 



























US. RUBBER 
GMs CLUB 
HEADQUARTERS 


Travel enthusiasm has been chan- 
neled to business and industry where 
the machinery is ready and waiting 
to make the best of the latest group 
programs and economy tours. 

The result is a bargain package 
which has brought the cost of travel 
within the reach of thousands of work- 
ing people who never before had the 
opportunity to travel. 

The idea of group travel—employees 
sharing their vacations together on a 
planned trip or tour—is a comparative 
newcomer. Its overwhelming success 
has disproved the notion that employees 
do not want to spend their vacations 
together. 

The natural outgrowth of these fact- 
ors has developed company travel clubs 
into one of the most-wanted and _ best: 
liked recreation activities, but it has led 
many recreation directors into a com- 
pletely unfamiliar field and greatly in- 
creased demands on their time. 

Their programs have, by necessity. 
been developed through trial and error 
methods. The range of their travel 
services runs from full-scale travel 





KICK-OFF PROMOTION by the Girls’ 
Club at U.S. Rubber built up interest in 
their July Nassau Houseparty program. 
(L-r) Dick Todd, vice president-sales, 
The E. F. McDonald Travel Co.; Donna 
Hammer, vice president, U.S. Rubber 
Girls’ Club; Betty Seeger, Girls’ Club 
president; and Bob Tabor, Detroit rep- 
resentative for MacDonald. 
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clubs that meet the year-round to those 
with just travel folder racks. 

As the travel epidemic spreads 
through industry and more and more 
companies become infected by travel 
fever, the need of recreation directors 
for assistance through helpful travel 
aids and services has grown increas- 
ingly urgent. 

To meet the need, the National In- 
dustrial Recreation Association formed 
a special Travel Council. 

As their first project, the Travel 
Council prepared the following refer- 
“Let's Talk Travel.” for 
the organization and operation of em- 
ployee travel clubs. 

LET’S TALK TRAVEL 
Why Travel Appeals to Industry 

1. Only recently travel has been rec- 
ognized as wholesome recreation, edu- 
cational as well as enjoyable. An ex- 
perience employees want to share with 
their fellow-workers. 

Travel adds interest and enthusi- 
asm to the technological routine of 
many employees’ lives. 

3. It is a program that brings many 
public and human relations values to 
the company. 

It is an activity with built-in in- 
terest. that will reach employees who 
have never participated in company 
programs. 

5. It is an all-inclusive program that 
the recreation department can sponsor 
at little or no cost. 

Why Start a Club? 
1. It takes very little time and effort. 
2. It won’t tax your budget. 


ence guide, 


CATALINA HOLIDAY was enjoyed by 
more than 200 employees from Con- 
vair’s three Antelope Valley. Calif., 
plants this summer. The one-day excur- 
sion, sponsored by the Convair Recrea- 
tion Association, included sight-seeing, a 
catered Hawaii luau and almost every 
type outdoor sport as depicted by the 
trio at the right. 


ecel 


Anybody can belong and every- 
one can participate. 
Travel is one of the highest forms 
of therapuetic recreation. 
HOW TO START 
Let Everyone Know 
1. PUBLICITY—Start at least two 
months in advance of your first sched- 
Make sure 


least two announcements ex- 


uled organizational meeting. 
that at 
plaining the travel club appear in your 
employee publication, with the time, 
place and date of the meeting men- 
tioned twice in each story. 

2. VISUAL AIDS—Make use of 
bulletin They can be 


board notices. 


814x11 sheets of colored paper with 
cartoons, drawings, caricatures per- 
taining to travel. Be sure they carry 


the time, place and date of the first 
meeting. If you wish, you can run a 
with small cash 


for the three best. 


poster contest prizes 
Winners can be an- 
nounced at the first meeting and some 
of the best entries featured in displays 


around the plant. 





airlines ns 


PUBLIC ADDRESS SYSTEM 
If possible, arrange to have announce- 
ments every day for a week in advance 
over the company, or, by all means. 
the cafeteria loud speaker. 
PERSONAL QUESTIONNAIRE 
A “must” is to see that every em- 
ployee receives a travel interest ques- 
tionnaire to be filled out and returned. 
IT SHOULD MAKE THE CLUB 
SOUND LIKE FUN AND A HAPPY 
TIME FOR ALL. It 


enclosed in the plant 


can be mailed, 
publication or 
handed out at the cafeteria or company 
entrances. 
The First Meeting 
1. GREET ARRIVALS at the door 


with a travel gimmick—hand them 
leis. sailor hats. travel folders. etc.. 
match books, hotel, resort post cards, 


when they sign the ship’s log (name, 
address, dept.. Have the room 
decorated with a variety of large travel 
Background music 
island 


phone). 
posters, maps, etc. 


helps—South Sea records— 


continued next page 










































Name 


(This is o sample questionnaire to be distributed to everyone in your organization) 


Decor Travel Club: 


Yes sir] You can count on me - I'm interested. I'll 
be ot the first meeting..... 


FIRST MEETING (DATE - TIME - PLACE) 





Dept. Ext. 


Home Phone 





Address. 


City 





CHECK ONE OF THE FOLLOWING: 
1. I'm interested in International Travel 
2. I'm interested in Domestic Travel 


3. I'm interested in week-end trips 


6. | just want to have fun 


4. | hove some trovel (films or slides) I'd like to show to other members 


5. | don't want to travel ct all, | just wont to talk about it 


FREE COFFEE AND DONUTS 





> 








BE SURE TO 





Something 
For Everyone 









1g (GR You 
i aaron 7° 


Date - Time - Place of 
first meeting 








SAMPLE questionnaire, like the one shown above, should be distributed to everyone 
in the company as a means of stimulating interest in forming a club and determin- 
ing the travel interests of your company’s employees. 


continued from page 15 
bongo drums, etc., or a Scotchman and 
his bagpipe. 

2. HAVE A WELCOME committee 
gaily decked out in a variety of travel 
outfits or native dress of many coun- 
tries who invite the guests to have a 
cocktail from the travel bar. Feature 
orange juice, pineapple juice, papaya 
juice, apple cider, coconut 
cheeses, etc, etc. 

3. AFTER THE GUESTS have all 
arrived and are well socialized, the 
recreation director should invite them 
to have a seat (have chairs in a big 
semi-circle). 

4. OPEN THE MEETING with a 
gay song—Oh Susanna, East Side, 
West Side, etc. If you want, feature 
an entertainment number—Irish danc- 
ers, polka set, etc. 


meat. 
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5. TO KEEP THE BALL ROLLING 


let the director or emcee have the 
guests introduce themselves and_ tell 


where they have traveled most re- 
cently 





even if it’s only across town! 
Outline the Travel Club Idea 
1. TO GET TOGETHER at least 


once a month to exchange ideas and 
talk about travel. 


2. TO VIEW PICTURES (movies 
and slides) of members who have 
taken trips. 

3. TO SEE MOVIES of various 


countries and resort areas to which 
the club might want to travel one day, 
domestic and foreign. 

4. GUEST SPEAKERS on travel 
subjects of interest, including helpful 
advice for travelers such as how to 
pack a suitcase, jet travel. ete. 


5. THAT IT IS not necessary to ever 


RECREATION MANAGEMENT, SEPTEMBER 1958 





take a trip to belong to the club. It 
is for fun, education and recreation, 

6. ANNOUNCE RESULTS of travel. 
interest questionnaire. 

7. AWARD POSTER PRIZES or 
have drawing for a travel door prize 
(orchid, overnite bag, etc.) 

8. WORK OUT BEST DATE for 
next meeting. 

9. ANNOUNCE THAT ELECTION 
of officers will be held at the next 
meeting and hand out a mimeographed 
form listing officers and their duties. 
Mention that a special prize will be 
awarded the one who submits the best 
name for the club, distributing blanks 
for recommendations. 

10. CLOSE THE MEETING with 
coffee and doughnuts and in closing 
ask everyone to be sure to be at the 
next meeting and to bring a fellow 
employee who is interested in travel. 

11. BE SURE house publication gets 
a good story on the first meeting and 
invites all interested to the second 
meeting. Don’t forget a picture is 
worth 10,000 words! 

NEXT MONTH: In the second ar- 
ticle of the “Let's Talk Travel” series, 
R/M shows you how to prepare for 


and sustain interest in that all-impor- 
tant second meeting. 





EMPLOYEE GROUPS 
ON THE ROAD 


Here are a few examples of trips 
being taken by employee travel 
clubs this summer. 

FORD MOTOR CO. travel program 
includes two European air trips 
and an Aloha trip to Hawaii for 
two weeks at an approximate cost 


of $600. 


THOMPSON PRODUCTS employ- 
ees are taking their choice be- 
tween two European itineraries 
during the summer plant shut- 
down. Each trip is for 26 days at 
a cost of $728. 

HANES HOSIERY set up a 14 day 
trip by bus to Mexico City with 
stops at New Orleans and San 
Antonio for about $160. 
GENERAL ELECTRIC Nela Park 
travel club arranged two choice 
domestic trips during the plant 
shut-down in July. Trip one: a 
week in Miami Beach for $180 
including round trip transporta- 
tion. Trip two: Pike’s Peak and 
Garden of the God's, total $190. 
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low-cost group vacation plan. No 
BOOST 


< ... water cooler cliquing . . . or 
INONE 62> | nie 
iS) | \ rf \ daydreaming. In an instant every 
2% AL \\ 
EASY ah = , 


7 ae | single member of your staff is trans- 
I \3 


A MORALE —\\ Introduce American xpress’ new, 
| 


more yawning e 86 woolgathering 








formed into an efficiency expert 


—happy and enthusiastic in the 







anticipation of two or three wonder- 
working weeks in Hawaii . . . the 
Caribbean . . . Europe . . . Mexico 
...and dozens of other delectable 
places. Each tour is priced easily 
within the financial means of every 


employee . . . and arranged by 





the world’s finest, most complete 


travel service. 











Learn how the new 
AMERICAN EXPRESS 
EMPLOYEE GROUP VACATION PLAN 


} —_ can benefit your organization. 
/ / C 


Fee ae 
MAIL THE COUPON TODAY! 


MERICAN EXPRESS TRAVEL SERVICE 


65 Broadway, New York 6,N. Y. « WhHitehall 4-2000 
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im | would like more information regarding personnel vacations. 


PLEASE CHECK 


[] Please have a representative call. 
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PROTECT YOUR TRAVEL FUNDS WITH AMERICAN EXPRESS TRAVELERS CHEQUES -— srenpasie EVERYWHERE 
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IDEA CLINIC 


RIM 


EDITOR’S NOTE: The boom in industrial golf has 
brought into sharp focus the need for specific 
rules to cover properly the unique situations 
and unusual conditions found in industrial golf. 
Otherwise successful programs can be ruined as 
a result of misunderstanding eligibility, substi- 
tuting and handicapping. One company, Good- 
year Tire and Rubber, has eliminated that Possi- 
bility by drawing up this set of rules. 





A. LEAGUE FORMATION 
1. No league shall play a schedule of less 
than 14 weeks including one play-day 
or one tournament, 
Each league schedule must call for each 
team to meet each of the other teams in 
the league once or an equal number of 
times. 
A KNOCKDOWN schedule may be 
used only when approved by the Execu- 
tive Committee. 
B. AVERAGES AND HANDICAPS 
1. Playing Average (Referred to as PA) 
(a) At start of play — All players who 
played three or more matches in a 
league affiliated with the associa- 
tion, shall use the average of the 
lowest two-thirds of all of his 
league scores of the previous sea- 
son. This average will be recorded 
three times beside the player's 
name. The sum of the three scores 
divided by three shall be called the 
“playing average.” 


te 


w 


(b) In all play in leagues of this as- 
sociation, competition in both medal 
and match play shall be based on 
the “playing average” of each in- 
dividual. 

(ce) In all league play—the player 


and/or team with the lower playing 
average will allow the opponent 80 
per cent of the difference between 
the “playing averages” in both 
medal and match play. 
2. Fraction of a stroke—in computing 
playing averages or allowances, any 
final fraction of 0.5 or more shall be 
considered as the next higher stroke. 
Less than three matches last year—All 
players who played less than three 
matches in a league of this association 
last year shall be considered as NEW 
piayers and shall establish their aver- 
age as specified in Section C. 
Adjustment of Playing Average 
(a) Downward—There shall be no limit 
to the downward adjustment of any 


w 


— 


“playing average.’ Each time a 
player shoots a score which is 
lower than any of his three re- 


corded scores, the highest score is 

replaced by the low score and a 

new “playing average” is calculated. 

Example: A player with recorded scores of 

47-45-43 has a playing average of 

(135 divided by 3) 45. He shoots a 

44. His new playing average is 
(44-45-43) divided by 3 or 44. 

(b) Upward—No player shall be per- 
mitted more than three upward ad- 
justments of his “playing average” 
during any season. Each adjustment 


shall be limited to 1/50 of the 
player's “playing average” at the 


start of the season. 

(c) First upward adjustment—A_ player 
will be entitled to the first upward 
adjustment after he has played 
three consecutive matches where 
each score has exceeded his present 
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Unique Problems of Golf Leagues 


In Industry Require Special Rules 


AS A PATTERN FOR ALL INDUSTRY, R/M REPRINTS 


GOODYEAR’S WINGFOOT GOLF ASSOCIATION RULES 


PA by 1/50 of his starting PA. To 
arrive at a new playing average add 
three strokes (9 hole league) ana 
six strokes (18 hole league) to the 
lowest of the three recorded scores. 


Example: J. Doe recorded scores (9 hole 
league) 44-46-48 or a PA of 46. 
Assuming the player has com- 
plied with conditions of (ce) 
above, the secretary will add 
three strokes to the lowest re- 


corded score (44 plus 3) changing 
it to a 47. The three new re- 
corded scores become 47-46-48, av- 
eraged to a 47 PA. 

Note— the second and third upward ad- 
justments can be made only if the player has 
three consecutive matches (not including 
any of the three scores used for the first 
adjustment, or second adjustment) where 
each score has exceeded his present PA by 
1/50 of his starting PA. 

C. ALTERNATES, SUBSTITUTES, NEW PLAYERS 

1. Any regular, alternate or substitute who 
did not play three or more matches in 
a league of this association last season 
shall be classified as a NEW player. 
Scores from the preceding season made 
in any league of the association, may be 
used by any alternate (after correction 
to the “rated par”) but if the plays 
before score do not reach a total of 
three or more, the player shall establish 
a “playing average” in the following 
manner: 

At the finish of the first match— 

(a) Subtract par on each hole from the 
actual score of each hole—eliminate 
the two largest differentials for a 
9-hole league and the four largest 
differentials for an 18-hole league. 
Add the balance, multiply by 1.3 
and add the result to course par. 
The result will be the “computed 
average.” 
Example: 
7955465 
4543443 
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(b) 
10 6 Actual score 57 
5 4Par 

—12 x 1.3 plus 36 
5 2equals 5 

(the “computed 

average’) 
Note—if a birdie or eagle is scored the re- 
sulting differential is a negative figure and 
must be deducted from the remaining plus 
differentials. 

3. This computed average is used for scor 
ing the first and second matches. 

4. After completion of the second match, 
compute the score as shown in Example 
(b)-—Add the first and second com- 
puted averages and divide by two. The 
result becomes the “playing average” 
for the third match. 

5. After completion of the third match 
compute the score as shown in Example 
(b). Add the three computed scores and 
the three actual scores and divide by 
6. The result is the “playing average” 
and is recorded three times beside the 
players name. Any further adjust- 
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ments wil be mado as shown in See- 
tion 7, part (e). 

6. The computed averages will be used 
against the “playing average” of his 
opponent and will determine the proper 
handicap allowances in accordance with 
these rules. The players will then use 
the full original score card to deter- 
mine the winner of the individual and 
team points. 

Playing Position 

‘Player. 

(a) The playing position of any player 
cannot be changed after he has left 
the tee. The playing position must 
be determined before any member 
of the team leaves the first tee. 

(b) In the first match for a “new” 
player, he shall play against the op- 
ponent who would have played the 
absentee. 

(c) In the 2nd and 3rd matches for a 
“new” player, he shall play in the 
position indicated by the proper 
“computed average.” 

(d) Any alternate, with an average es- 
tablished in accordance with these 
rules, and also eligible may be used 
by any team. (Exception—) 

(e) If an alternate has been obtained 
who has a “playing average” and if 
the alternate was obtained before 
the start of play, the playing posi- 
tions of the team, with whom he is 
to play, may be altered providing 
the “playing averages” justify the 
change. 


of Alternate and New 


D. SCORING OF ALL MATCHES 
The following scoring system shall be used 
for all team and individual matches. The 
same number of points will be awarded for 
leagues playing 9 or 18 holes. 
1. One point shall be’ awarded to the 
individual who wins the match play. 
. One point shall be awarded to the 
individual who wins the medal play. 
3. Four points shall be awarded to the 
four-man team or two points shall be 
awarded to the two-man team, whose 
combined NET MEDAL score is the 
lowest. 
If two individuals or two teams should 
TIE for any point or points, such points 
shall be divided equally. 
E. LEAGUE STANDINGS 
The champion and runnerup teams of all 
leagues and the standings throughout the 
season shall be based on the “total points 
won” in each match. (Example—If a four- 
man team “A” wins their match by a point 
score of 8 to 4, the league standings will 
reflect eight points for team “A” and four 
points for team “B.” 

1. A team must field a complete team or 
forfeit all points awarded for team 
medal play. See Part 4 for exception. 

2. Any individual who fails to appear or 
complete his play of a scheduled match 
shall automatically forfeit the two in- 
dividual points. 
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3. [i both teams have an equal num- 
ber of absentees the team points 
shall be reduced proportionately to 
the number of players actually 
participating. 

Exception to 1. above. The Rule: 
Committee of each league shall 
have authority to approve and ex- 
cuse absenteeism providing it re- 
ceives proof of sickness or injury 
which occurred during play or 
within two hours of the start of 
play. The Rules Committee shall 
decide the basis of awarding the 
allected TEAM POINTS. 

In the event a player fails to ap- 
pear, his team mates will retain 
their original playing positions. 


a 
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F. PLAYING RULES 

All play shall be in accordance with 
the current “Official Rules of Golf” as 
published and interpreted by the 
United States Golf Association, for 
governing “medal play,” with the fol- 
lowing exceptions—(Note—Match play 
rules will not be used in league play at 
any time.) 

1. The rules of the course being 
played shall govern the LOCA- 
TION of OUT-OF-BOUNDS (not 
the penalty) and shall govern the 
play from and penalties for “spe- 
cial hazards” of the course. All 
other special rules on the score- 
card or posted at the course or 
interpretations thereof shall NOT 
apply to play in leagues of this 
association. 

2. The LIE OF THE BALL may be 
improved ONLY when the ball lies 
in the fairway of the hole being 
played. When improving the lie, 
the ball may be moved not more 
than a total of 6 inches from its 
original position and may _ be 
moved ONLY in a straight line 
back away from the flag, using the 
club head only. (Penalty — for 
touching or moving a ball in an 
adjacent fairway or rough shall be 
two strokes each time ball is 
moved.) 

3. ROUGH $ shall mean any part of 
the golf course except the fairway 
being played which is not out of 
hounds that is not mowed to fair- 
way height. A ball in the rough 
must be played AS IT LIES, (If 
moved, penalty is two strokes.) 

4. LOST BALL, OUT-OF-BOUNDS, 
and UNPLAYABLE LIE _ penalty 
shail be STROKE and DISTANCE. 

5. NO PUTTS shall be CONCEDED. 
Every player must hole out all! 
putts. (See official rule book for 
penalty.) 

6. IN SANDTRAPS—This is a spe- 
cial rule for league play due to 
carelessness of players and_ the 
lack of rakes at each sand trap. 
If you consider your lie in a trap 
to be unfair due to carelessness of 
another person, request your op- 
ponent to alter the lie until he 
considers it fair. 

7. A ball may be cleaned or ex- 
changed ONLY on the PUTTING 
SURFACE. Ball marks on_ the 
putting surface may be repaired 
before you putt, but the line of 
your putt may not otherwise be 
touched. 





G. COMPANY-WIDE TOURNAMENT— 
MEDAL PLAY 

A 36-hole medal-play championship 

tournament will be held annually to 

determine the champion and runner-up 


~~] 


7 


individuals and two-man and four-man teams. 
1. All league teams in the upper 50% of 


their league standings will be eligible to 
participate. All individuals who have 
played three or more matches in an as- 
sociated league will be eligible for the 
individual titles. 

No individual or team will be permitted 
to play tournament rounds on any other 
than scheduled tournament dates. 


3. The “playing average” of each player on 


a specified date, corrected to rated par 
will be used in this tournament. 

Each team will be allowed 80% of the 
difference between their “team playing 
average” and the lowest team average of 
all teams entered. 

The tournament committee will examine 
each course prior to tournament play 
and make any special ground rules 
deemed necessary. 

Alternates—If a regular member of a 
team cannot play in the team  tourna- 
ment, an alternate from the same league 
shall be selected by the team captain. 


tN 


The “playing average” of the alternate 
shall be within two strokes plus or minus, 
of the playing average of the original 
team member. The alternate must have 
played three or more matches this season 
in the league. 


H. ELIGIBILITY FOR NON-LEAGUE GOLFERS 

Golfers who are not members of leagues of 
the Company Golf Association may establish 
their eligibility for the company-wide tourna- 
ment as follows: 


All such players MUST play and turn in 
a scorecard for each of the three days. 
All play and scoring shall be in accord- 
ance with association rules. Cards must 
be turned in, 

Play shall be by foursomes ONLY—with- 
out exception—and each member of the 
foursome must sign each scorecard that 
shows one or more scores. 


. The “computed averages” of the three 


playdays shall be used to determine the 
classification of each player. The two 
lowest of the three computed averages 
shall be used. 
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THE PETERSEN POINT 
SYSTEM OF SCORING 
The Petersen point system, now 
standard in many major tourna- 
ments, was originated by the late 
Louis P. Petersen, prominent Chi- 
cago bowling promoter and _ or- 
ganizer. Here is how his system 
is computed. 
@ Bowler gets one point for every 
50 pins he knocks down. 
@ One point for every game won. 
Half a point for tie games. 
@ Half point if he loses majority 
of games in a series, but out- 
scores his opponent in pins. 


Three Game Example 
Bowler A 209 191 203—603 
Bowler B 201 186 278—665 

Bowler A, with 603 pin total, 
gets one point for every 50 pins, 
or 12 points, 3/50th’s. Having 
won two games in the series, he 
gets two additional points, making 
his total for the three games, 14 
points, 3/50th’s. 

Bowler B, with 665 pin total, 
gets one point for every 50 pins, 
or 13 points, 15/50th’s. He gets 
another point for having won one 
game of the series making his 
total 14 15/50th’s. 
out-totaling his opponent in pins, 
although of 
the three games, he gets an addi- 


points, For 


winning only one 
tional 1% point, or its equivalent— 
25 pins. Thus, his total score is 14 
points, 40/50th’s. 

The fractions are carried over 
and added to the pinnage in suc- 
ceeding matches. 
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Crouse-Hinds, Who Else? 


Many bowling fans will immediately 
recognize the scene at left as_ the 


Onondaga County War Memorial, 
Syracuse, N. Y., site of the American 
Bowling Congress tournament _ this 
Spring. 


Even though the bowlers aren’t dis. 
tinguishable, it’s a safe bet to guess 
what team they represent. 

With Syracuse hosting the ABC for 
the first time since 1935, the Crouse. 
Hinds Company, of Syracuse, decided 
at an early date to enter its entire 20 
team company league in the ABC. 

This all-out backing helped the local 
tournament committee meet the ticket 
sale guarantee, and gave Crouse-Hinds 
bowlers, veterans and novices, a won- 
derful experience and a_ tremendous 


thrill. 


BOWLING’S BOO 


New ideas and different 


features bolster 


bowling’s top position as industrial 


recreation’s biggest competitor sport 


In Milford, N. J., the Riegel Paper 
Corp. set up free bowling clinics for 
youngsters aged 9-14, This year, many 
variations of the same program will 
spring up all over the nation as bowl- 
ing concentrates on youth. 

In Rochester, N. Y., the Eastman 
Kodak Company allowed the men 70 
per cent handicaps, the women 90 per 
cent handicaps, threw them all together 
in direct competition for company 
bowling tournament prizes. 

The system seemed to be fair with 
prizes distributed about 50-50 between 
men and women. The new wrinkle is 
very successful. The women, especially. 
get a big kick out of bowling against 
the men in the same meet. 

In Kansas City, Mo., the new Pla- 
Mor Bowl has gone one-step further 
in the trend of bowling houses to pro- 
vide free baby sitter service. Pla-Mor 
has hired a certified teacher and re- 
ceived high praise from the state su- 
pervisor of pre-school education for 
the excellent operation of its playroom. 

In Estes Park, Colo., at the 1958 
convention of the Bowling Proprietors’ 
Association of America, the proprietors 


enthusiastically approved a new _ pro- 
gram for Junior Bowling Development 
which will see a resident instructor at 
every member establishment. 

These news items emphasize the 
sweeping activities of owners, pro- 
moters and bowlers themselves to in- 
ject new ideas and different attractions 
into industry’s number one participant 
sport. 

Although the rules of the game sel- 
dom change, new innovations in or- 
ganizing competition never cease. This 
is probably one of the basic reasons 
for the sport’s popularity and its pros- 
pects for the biggest year ever during 
the 1958-59 season. 

In 1956-57, according to latest fig: 
ures released by the American Bow 
ing Congress, business and industry 
alone sponsored 70,267 teams in 7,116 
company leagues. 

This does not include two larger 
classifications, “house” and mixed 
leagues. “House” league is a term for 
leagues which are sponsored by a bow!- 
ing establishment. Many of the teams 
in these two groupings represent in- 
dustrial firms. 
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New Bonus Plan a Strike 


Earl Guttormsen, a bowling pro- 
prietor in Fond du Lac, Wise., has 
found the happy solution to differences 
between bowlers and owners as to the 
length of the season and cost per game. 

Guttormsen asked the local leagues 
to bowl for 33 weeks. They refused. 
To compensate, he raised the price to 
50 cents per game for 30 weeks, but 
threw in free bowling for the balance 
of the season up to a 35 week maxi- 
mum. 

Now, if the leagues bowl the entire 
35 weeks, they reduce the cost per 
game, and the owner gets additional 
concession business to offset the slack 
time after completion of what was 
formerly the end of the season. Both 
Guttormsen and the many leagues try- 
ing the plan were well satisfied. 


EASON 


But the interesting thing to note in 
the sport which has been known to 
be up at the top for many years, is 
that ABC team membership has 
jumped 277 per cent in the last dozen 
years. 

Mixed leagues, which account for 
26 per cent of ABC leagues, were not 
even included as a category in the 


last ABC survey taken in 1949-50. 
It doesn’t take a statistical genius 
to conclude from these figures that 








ALL SMILES from this happy group of girls, as they receive their trophies gives 
a strong clue to the reasons behind bowling’s high ranking popularity. The girls 
are members of a championship team from Lukens Steel Co., Coatesville, Pa. 


bowling is still growing at a rapid rate 
and will continue to be the biggest 
thing in recreation among competitor 
sports. 

This year, the competition will un- 
doubtedly be _ stiffer record 
fields of competing teams for the tour- 
naments listed at the right. But for 
industry, all eyes will focus on St. 
Joseph, Mich., March 28 and 29, when 


among 


54 teams battle for the 12th National 
Industrial Bowling Championship. 





FOR ALL AGES is a bowling byword well illustrated by these two photos. At left, 
John D. Leary, vice president-personnel, Chrysler Corp. rolls the first 


ball in 


Chrysler’s employee’s tournament. Right, Manuel Cogliano, AJBC Bantam Champ. 


RECREATION MANAGEMENT, SEPTEMBER 1958 








BIG EVENTS IN A BIG 
YEAR OF BOWLING 
Highlights of the 1958-59 bowl- 
ing season will center on the fol- 
lowing national tournaments: 

National Industrial 

Bowling Tournament 
March 28-29, St. Joseph, Mich. 
(Sponsored by Whirlpool Corp.) 

World Invitational 
December 3-15, Chicago, _ IIl. 
(Sponsored by Bowling Proprie- 
tors Association of Chicago) 

ABC Tournament 
February 14-April 22, St. Louis, 
Mo. (Sponsored by the American 
Bowling Congress) 

National Mailographic 
March, by mail. (Sponsored by 
American Junior Bowling Con- 
gress } 

Tournaments of the Bowling 
Proprietors Assoc. of Amer. 
MEN’S TEAM MATCH GAME, 

Nov. 22-25, Detroit, Mich. 
ALL-STAR, January 9-18, Buffalo, 
N.Y. 
WOMEN’S 


TEAM MATCH 


GAME, February 21-22, Cleve- 
land, Ohio. 
MEN’S DOUBLES MATCH 


GAME, April 11-14, Peoria, Ill. 
WOMEN’S DOUBLES MATCH 
GAME, May 9-10, Queens, N. Y. 
NATIONAL HANDICAP  FI.- 
NALS, mid-July, Chicago, Ill. 
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Missile Test Project Recreation Association. 


Launching BOATS . 


As the stepping stone across the barrier of space, Cape 
Canaveral is unlike any other place on earth. But, as it 
leads the United States into a new age of physical science, 
it could at the same time be providing solutions to the 
problems of a changing society. 

Isolated from the Florida mainland, the Cape was little 
more than a large, deserted sand bar a few years ago. 
Today, with Patrick Air Force Base 18 miles down the 
shore, it is the primary testing center for rockets and 
missiles, employing some 16,000 persons. 

In this setting, RCA, one of the Cape’s largest con- 
tractors, set out to meet the cultural and_ recreational 
needs of its employees, many of which could not be satis- 
fied in the immediate area. 








COMPETING CRAFT heels to starboard 
during an MTPRA sponsored regatta. 
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ee . 
EVEN THE KIDS have their day in the boat races sponsored by RCA’s Yacht 
Club in Cape Canaveral, Florida. This pram race is one of many held by the 
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ROW BOATS are included in MTPRA 


ee 
races. Here’s the champ. 


The result is a broad and diversified program geared 
to cooperate fully with locally organized events and to 
take complete advantage of natural surroundings. 

Operated by its Missile Test Project Recreation Associa- 
tion, (MTPRA), RCA’s recreation activities have grown 
to such proportions that its three man recreation committee 
has been expanded to seven members. But in keeping with 
MTPRA’s policy, boating, a year-round sport in Florida, 
has become the most important activity. 

Working with local organizations, the RCA Yacht Club 
has developed a full program of virtually every type of 
boating activity, and its sailing regattas have begun to 
attract entries from all over the state. MTPRA has proved 
that remote locations do not mean desolate lives. 


at Cape Canaveral 


Sete ne 


TAKING ON all comers during a race sponsored by the Yacht Club, this skipper 
took on plenty of water as well. 
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PAY RESEARCH REPORTS | 


The Theater in Industry 





Industry is a stage and its employees the players ac- 
cording to the findings of Frank A. Hancock of Purdue 
University in his master’s thesis on dramatic activities 
in industrial recreation. 

Tabulating the replies of 117 NIRA member companies 
to his questionnaire, Hancock found that 70 per cent in- 
clude some form of dramatic activity in their recreation 
programs, with 23 per cent sponsoring organized drama 
clubs. 

Among the 70 per cent, individual programs varied 
considerably, but the following activities were rated most 
popular: 


Entertainment at personnel gatherings.................. 67% 
Group theater attendance at reduced rates............. 50% 
Play production by company groups.................... AOG 


The entertainment at personnel gatherings such as ban- 
quets, picnics and parties was most frequently presented 
by professionals, with the exception of those companies 
employing fewer than 1,000, which reported the use of 
employee talent most often. However, the other types of 
dramatic activities increased with the size of the company. 

Of play productions, musicals were the most popular 
with the variety show as the most frequently used format. 
Full-length plays were the most often reported form of 
dramatic production. 

In general, these productions are directed by an em- 
ployee other than the recreation director, and one not 
specifically hired for the job. 


Sales Show Demand 


If additional proof is needed to support the public 
demand for more outdoor recreational areas, an abundance 
can be found in a recent study “Statistics on Outdoor 
Recreation,” published by Resources for the Future, Inc. 

Using sales of outboard equipment as its gauge of public 
demand, the report points out that the number of out- 
hoard motors in use during the 1947-56 decade jumped 
from 1.9 million to 4.8 million. In this same period, an- 
nual sales of outboard boats more than doubled, and sales 
of boat trailers leaped from 4,000 to 151,000. 

Contrasting these figures with the 10-year acreage in- 
crease in national parks from 10.2 to 13.1 million acres 
(an increase of about a third), the report shows how the 
development of facilities has lagged behind demand. 


Fishing for Figures 


At their July convention in Chicago, the Associated Fish- 
ing Tackle Manufacturers fished out significant market 
data from a sea of statistics. Of the $14 billion spent on 
recreation last year, fishing equipment manufacturers 
landed $2 billion worth of business. This equals the amount 
spent yearly for drugs and medicinal products. 

Fishing tackle sales alone topped $230 million. Pro- 
rated among the nation’s 35 million anglers, that comes 
to $6.57 apiece, every year. Since 1939, tackle sales have 
quadrupled while in the same period per capita real 
income has increased only about two-thirds. 









GREETING 
eR, CARDS 


COM 
talp you 


The great convenience to employees, such as working mothers, of 
being able to obtain finest quality greeting cards on company premises. 
This creates good will and increases employee morale. 

This and many other advantages are yours with very little effort on your 
part. The W/S proved plan requires no full time personnel, no expensive 
floor space, no risk, no employee soliciting. 

Your employees will appreciate the convenience. . . 
you'll appreciate the added income. 


The FREE booklet explains our plan simply and quickly 
.». Send for it. . . For your convenience, field repre- 
sentatives are available to help set up the plan. Our 
representatives will call at your request. 


WETMORE & SUGDEN, INC. 
Fairport, New York e Member NIRA 
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NIRA COMING EVENTS 


*September 27 
NATIONAL FISH-A-RAMA 
Paris Landing State Park 
Kentucky Lake, Tennessee 

*September 29 - October 1 
AMERICAN MANAGEMENT ASSOCIATION SEMINAR 
Astor Hotel, New York City 
*October 17 
REGION | WORKSHOP 
Statler Hotel, Hartford, Connecticut 
*November 13 


REGION IIl WORKSHOP 
Sherman Hotel, Chicago, Illinois 
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INDUSTRIAL LITTLE LEAGUE STARS DOWN MEXICO WAY GE FOREMEN STEP OUT WITH THEIR DAUGHTERS 
Anderson, Clayton & Co., S. A.. is justly proud of their Dad picks up the latest steps from his eight-year-old 
entry, the Los Incas, in the Monterrey, Mexico Industrial daughter at the General Electric Foremen’s Club Father- 
Littke League. Three members of this squad have been Daughter Banquet in Pittsfield. Mass. This affair is a 
selected for the Monterrey team which won the Little biennial event with the foremen alternating between sons 





League World’s title last year. and daughters each year. 


REC DIRECTOR IN PGA MEET 
Bob Benn (c), NIRA driving 


champ and recreation director for 
Grumman Aircraft Engineering 
Corp., tested his skill in the Pepsi- 
Cola pro-am golf tournament at 
Pine Hollow C.C. last June. En- 
tered with Benn were Tommy Le- 
Boutillier (1) and Tony Cisco, golf 
team captain, all from Grumman. 











CONVAIR COURTESY 

E. S. Blackburn, a recent retiree. 
receives his courtesy membership 
card entitling him to all _privi- 
leges of the Convair Recreation 
Association. Presenting the card is 
M. A. (Milt) Stewart. CRA presi- 
dent, who started the program to 
include all retired employees in 
CRA activities. 





re» 
STANDARD OIL’S JERSEY JAMBOREE a) ¥ ; 
“we 





Esso Standard employees had Aldecress 
C. C. in Alpine, New Jersey, all to them- 
selves for their annual jamboree of fun, 
food and fellowship. Practically every 
picnic event is included on the schedule 
from egg-throwing. golf, track and field 
to dancing with a big name band. 
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» This Simple Test PROVES Why 


TROPHY 


LASTS LONGER 
ACTUALLY COSTS LESS. 


Each of the two halves of this hardwood 
sample was scratched with the same silver 
dollar, with the same force and _ pressure. 
Note TROPHY’S spectacular superiority! 
Trophy rates highest in abrasion index of 
any gym finish tested. 


This is just one of the reasons why every 
major tournament floor and more than 15,000 
of the nation’s top-ranking gymnasiums and 
arenas are Hillyard-finished. 


Hillyard TROPHY “Finish for Champions”, 
the lightest, smoothest, longest-wearing, no- 
glare, non-skid finish, is equally the favorite 
of coaches, players and spectators! 


With a certified Abrasion Index (Toughness 
Rating )—highest of any gym finish tested— 
TROPHY much more than meets the require- 
ments of Maple Flooring Mfrs. Assn. speci- 
fications, 


Beautiful Charlotte Coliseum, 

Charlotte, N. Carolina. 

A. G. Odell, Jr. & Assoc., 
Architects 




















Upper Panel—Trophy’s © 
tough film of protec 
tion came through this 
test unbroken and un- 

blemished! CS 












Lower Panel—ordinary . 
finish came off in™ 
ugly scratches, leaving q 
the wood unprotected ~~ 


against moisture, dirt, 
stains. 





Remember, the Hillyard “Maintaineer®” can give you expert 
help on your floor care problems. 


HILLYARD, St. Joseph, Mo. P-6 
Please send me full information on how easily | can have 
a “Tournament-class’’ TROPHY floor—and how this fine 
finish will simplify maintenance. 






“*On Your Staff, 
Not Your Payroll 





ST. JOSEPH, MO. 








; US.A. Institution oe 
; Passaic, N. J. Address. ota 
San Jose, Calif. City _ State. —— 
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Branches and Warehouse Stocks in Principal Cities 
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FREE BASEBALL BOOKS 


The 1958 “Famous Slugger Year- 
book”, with pages of interesting ma- 
terial on baseball, including records of 
player performance and highlights of 
the 1957 World Series is now avail- 
able at your sporting goods store or 
direct from Hillerich & Bradsby Co., 
Louisville, Kentucky. 

The 1958 edition of Official Softball 
Rules—fast-pitch and slow-pitch—with 
pictures of the winning teams from the 
1957 season is also available free at 
sporting goods dealers or by writing 
direct to Hillerich & Bradsby, en- 
closing 10 cents each to cover cost of 
mailing. 


HANDBOOK OF 
PHYSICAL FITNESS 
AND PLAY EQUIPMENT 


consolidated handbook of 
equipment ranging from items for nurs- 
ery school to games for oldsters. Play- 
ground equipment of steel, new color- 
ful fiberglas, gymnasium and physical 


A new 


therapy apparatus, dance equipment. 
Write “Ask Packer”, The Star 
Litchfield, Michigan. 


Lo.. 


Thinking is one thing that no one has 
ever been able to tax. 





PRETTY Eva Lynd enjoys the bowling 
tips in Prentice-Hall’s “The Complete 
Handbook of Bowling.” It’s available at 
book stores and bowling centers. 





“FUN WITH THE FAMILY” 


Written by Harry D. Edgren of 
Purdue University and E. H. “Duke” 
Regnier, University of Illinois, the 
book makes a case for family unity, 
enjoyment, and adventure through 
family recreation. The book _ has 
something for each stage of family 
living—games, anniversaries, hobbies, 
crafts, and an extensive bibliography 
of other available material. Stipes 
Publishing Co., Champaign, Illinois. 


MAGIC FOR THE MILLIONS, by Greer 


Marechal, Jr., Sportshelf, P.O. Box 116, 

New York 13, New York. 396 pages, 

$4.95. 
This book is a manual for the 
hobbyist and home magician. 
It explains how to perform 
magic, how to put a trick across 
with professional showman- 
ship and poise. Will give you 
some excellent new ideas for 
your recreation program. 


* * * 


Auto manufacturers put new models 
through the toughest tests possible, 
short of turning them over to teen-age 
drivers. 





RV 


Management Impressed 


The members of Management, here at 
Hamilton Standard, were impressed 
with the size and contents of REC- 
REATION MANAGEMENT. N.LR.A. 
will benefit by this remarkable publi- 
cation. 

Arthur J. Pongratz 

Recreation Supervisor 

Hamilton Standard 

Division 

Windsor Locks, 

Connecticut 


Shakespeare’s Record 


In your May issue, you listed “20 
Leisure Time Stocks and their 10 
Year Record.” Since Shakespeare was 
nct listed, we were interested in seeing 
how ours compared with the others. 
Here are the figures: 

Cost of 100 shares 

at start of trading 

SUUNIIER, - ncshicsorsirunsssishsisekosaatil $1,075. 

Market value of 

shares owned at 


26 


ole en Le ca ree $2.575 
Per cent change................ 39.5% 
1956 return on 

MNO oe 14.0 


E. R. Hames 
Sales Manager 
Shakespeare Company 


Cover to Cover Reader 


I have just read through RECREA- 
TION MANAGEMENT two times and 
it impresses me as a job well done. 


Dave Coryell, 
Recreation Director 
General Electric Co. 
Erie, Pa. 


Special Subscriptions 


As I understand it, we get 10 copies 
of R/M as a result of our membership 
in NIRA. What we might need would 
be about 35 extra subscriptions. If | 
could get this magazine to members of 
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the CRA Council, they might find just 
what they need or want in its adver- 
tisements. This group buys an awful 
lot of merchandise. The order would 
depend on the price you could give 
us on this quantity. 


Milton A. Stewart 
President. Convair 
Recreation Association 


Editor’s Note: CRA took 38 additional 
subscriptions at the regular bulk rate 
of $3 each for 20 or more subscriptions. 


Help Relate Recreation Facets 


I know that all industrial recreation 
personnel appreciate having “their” 
publication but there are many of us 
in the recreation field who will profit 
from the contents of RECREATION 
MANAGEMENT. Recreation is broad 
and your magazine will help to relate 
recreation’s many facets. 


Ernest V. Blohm 
Executive Secretary 
Inter-Agency Council 
for Recreation 

State of Michigan 
Lansing, Michigan 
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YEAR ROUND 
RECREATION 
i ee -) oe 


WITH AMF AUTOMATIC PINSPOTTERS! 


For a truly valuable, year-round program, you 
can’t beat modern bowling at its best... with AMF 
Automatic Pinspotters. First, it’s fun...for all 
age groups, women as well as men. And by its 
very nature this fine sport—modernized by AMF 
—encourages social contact and group activity. 


League bowling and informal, family bowling 


both provide sound, morale-building recreation 
with many substantial benefits. 


Talk to the proprietor of the “Magic Triangle” 
equipped bowling center nearest you. He’ll- be 
glad to consult with you and help with the devel- 
opment of a popular recreation bowling program 
suited to your employees and their families. 


BOWL WHERE YOU SEE THE 


AMF PINSPOTTERS INC. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 
AMF Building + 261 Madison Avenue, New York 16, N.Y. 


TRADE MARK 





is 
a 


Wa ze) YEARS \‘ 


"The Finost In Tho Field!” 


Rubber-Covered 
ATHLETIC BALLS 


Vv Multi-ply fabric construction 
V Molded concave seams 

ATHLETIC EQUIPMENT V Improved pressure-lock valve 

: V Sharp “Deep-Tread” pebbling and Formula-15 
treatment on footballs and basketballs 
RCA TehET Tol bil Let etolol Lalo V Softer feel 

ST. LOUIS « NEW YORK «LOS ANGELES « DALLAS « CHICAGO V Rugged rubber covering 
These are just a few of the features that make these 
Herculite balls the best that money can buy—the 
very tops in performance, quality and wear. 





B2B Basketball 


F3F Football 


V73V Volley Ball o. $925 Soccer Ball 











